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1. ®dopmupyemble KOMNETEHIUH M HHIMKATOPbI UX JOCTHKEHHSI 10

AUCUUILINHE (M0OYI0)

Koapl
KOMIIeTeHIIUH

Conep:kanue KoMIeTeHIU

Kon n HauMeHoOBaHue HHAUKATOPA
JTOCTHKeHHS KOMIIeTEeHIIMH

YK-4

CriocoOeH MpUMEHSTh
COBPEMCHHBIC

KOMMYHHKATUBHBIC TCXHOJIOTHH,

B TOM YHCIIC Ha
HHOCTpaHHOM(BIX) sI3bIKE(aX),
JUTSL aKaJIEMUYECKOTO U
po(hecCHOHaTBLHOTO
B3aUMOJICUCTBUS

YK-4.1

YcTaHaBIMBAET U pa3BUBAECT
podecCuOHaNIbHBIE KOHTAKTHI
B COOTBETCTBUU C
MOTPEOHOCTSIMU COBMECTHOM
NS TeTbHOCTH, BKIIOYAs
obmeH uHbopMaluen u
BBIPa0OTKY €AMHOM CTpaTeruu
B3aUMOJCHCTBUSA

YK-4.2

Cocrasnser, nepeBoaUT U
peAaKTUpyer

pa3IuYHbIEC aKaIEeMHUYECKHE
TeKCTHI (pedeparsl, 3cce,
0030pbl, CTaTbU U T.11.), B TOM
YHCJIe HA UHOCTPAHHOM SI3bIKE
YK-4.3

[IpencraBusieT pe3ysbTaThl
aKaJEeMHUYECKOU U
npodecCuoHaIbHON
JESITeIbHOCTU Ha Pa3InYHbIX
MyOIMYHBIX MEPONPUATHUSX,
BKJIFOYAsi MEXKIYHAPOIHBIE,
BbIOMpas Haubosee
NOAXOASIIMKA popMar.

YK-5

Crnoco0OeH aHanu3upoBaTh U
YUHUTBIBATH PA3HOOOpa3ue
KyJIBTYp B IIpoliecce
MEXKYJIbTYPHOTO
B3aNMOJECHUCTBUSA

YK-5.1

AHaIM3MUpyeT BaXKHEUILINE
UJICOJIOTUYECKHUE U
LIEHHOCTHBIE CUCTEMBI,
c(hOpMHUPOBABIIIHECS B XOJIC
HUCTOPUYECKOTO PA3BUTHS;
00OCHOBBIBAET AKTYaTbHOCTh
UX UCIIOJIb30BaHUs MPU
COIIMAJILHOM U
npodhecCUOHAIBHOM
B3aUMOJICHCTBUU

YK-5.2

BricTpanBaer B3aumoaencTeue
C y4€TOM 0COOEHHOCTEHN




OCHOBHBIX
dhopM HAyIHOTO U
PEMTUO3HOTO CO3HAHUS,
JICJIOBOU U

00111e# KYJIbTYPhI
MPEICTaBUTENCH IPYTUX
ATHOCOB U

KOH(eccHii, pa3IuIHbIX
COIMAJIBHBIX TPYIIIT;

YK-5.3

OobecnieunBaeT Co3AaHUE
HEJMCKPUMUHAIIMOHHOMN CPETBI
B3aMMOJICUCTBUS TIPH
BBITIOJIHEHUU
podheCCHOHANIBHBIX 3aJ1a4

YK-4 CnocoGeH npuMeHSITh COBpeMEeHHble KOMMYHHKATHBHbIE T€XHOJIOTHH, B TOM
yHuc/je HAa MHOCTPAHHOM(BIX) si3bIKe(ax), AJsl AKAAEMH4YECKOro M Npo(hecCHOHAILHOIO
B3aNMOJAEeHCTBUSA

Bomnpoc 1. YcraHoBuTe COOTBETCTBHE:

Career move

Career break

Career opportunities

Career plan

. Career ladder

hances to start/improve your career

eas you have for future career

omething you do in order to progress in your job
I". Period of time when you are away from your job, for example, look after your children
M. Promotion in your job

oL W

o O

A.
b. |
B.

w

OtBer: 1-B2-T3-A4-B5-][

Bomnpoc 2. 3anonHuTe TpeioKEHHs 0 CMBICTY CleAyroImuMe rinaroiamu: make, take, have,
decide, offer

1. Employees in large multinationals................ excellent career opportunities if they are
willing to travel.
2. Some people....... a career break to do something adventurous like sailing round the

world or going trekking in India.
3. One way to.... a career move is to join small but rapidly growing company.
4

Certain companies.... ...career opportunities to the long term unemployed or to people
without formal qualifications.
5. Ambitious people often .........on a career plan while they are still at school or university.

Ortser: 1-have 2-take 3-make 4-offer 5-decide

BOl'lpOC 3. Haiigure cioBo unu (I)pa3y, KOTOpPas HE COOTBCTCTBYCT CMBLICITY CJIOBOCOUCTAHUA.




Make (a fortune, progress, a living, a training course)
Get (progress, promotion, the sack, a nine-to five job)
Earn (a bonus, a part-time job, money, 40 thousand)
Do (research, a mistake, a job, your best)

Take (a pension, time off, early retirement, a break)

agrwpnE

OrtBer: 1-a training course 2- progress 3- a part-time job 4- a mistake 5- a pension

Bonpoc 4. CooTHecuTe riarojibl € CYHIECTBUTEIBHBIMUA JUJISi TIOJYYEHUS] YCTOMYMBBIX
CJIOBOCOYETAHUN

1.to reach a) a promotion

2. to get ahead o) skill

3. to evaluate B) a goal

4. to deserve r) in one’s career
5. to master 1) one’s progress

Ortser: 1-B 2-1r 3-1 4-a 5-0

Bomnpoc S. [lepeuncnure yciaoBus NpOJBHKEHUS 110 KAPLEPHOM JIECTHULIE

Otset: change companies often, use charm with superiors, attend all meetings, go to your
company social functions, be the last to leave work every day, find an experienced person to give
help and advice, study for extra qualification in your free time

Bomnpoc 6. [Tepeunciure chepbl OU3HEC ACATSIBHOCTH, B KOTOPBIX MOXKET pab0OTaTh YEIOBEK
Oteet: Sales marketing, Finance, Management, Administration and Personal, Production,
Research and Development (R&D)

Bomnpoc 7. [Iponomkure dhpasy
An ambitious person is
Oteet: someone who wants to achieve recognition and success in their favorite business,
constantly grow and achieve more.

Bonpoc 8. BcraBpTe mportymeHHOe CI0BO.
Make of your priorities to evaluate your progress regularly.
OTaer: a list

Bonpoc 9. BcraBpTe mpoIyIieHHoe CIoBo.
Be clear of what you want. If you believe you deserve ask for one.
Oteer: a promotion

Bomnpoc 10. BecraBpTe npomnynieHHOE CI0BO.
Anyway look for to broaden your skills.
Otgert: opportunities

Bonpoc 11. ITorernmanbHpiii pabOTHUK COBEPIIAET 3BOHOK B KOMIIAHUIO.

VYkaxure ¢pasy, r7ie OH IPOCUT COEAMHUTH €T0 C HY>)KHBIM OTJIEJIOM U 000CHYHTE CBOIl BHIOOD.
1. Sorry I didn’t catch the answer.

2 Am | speaking to HR manager?

3. Can you put me through with HR department?

4 Listen, just a quick question



Oreer: 3. Can you put me through with HR department? (OTBer BbIOpaH moTomMy, YTO
Bbipaxkenue «To put through» mnepeBoguTcs Kak «COeIMHHMTH IO TededOHY» NPH
OCyII€CTBJICHUH 3BOHKA.

Bonpoc 12. Bribepure ¢pa3y denoBeka, KOTOPBIA cOBepIIacT TeJIe(POHHBIA 3BOHOK. Y KaKUTE
NPaBUIBHBIA OTBET U 0OOCHYITE CBOI BHIOOP.

1. I will put you through
2. Can you hold?

3. I am calling about....
4. Can | take a message?

Otger: 3. I am calling about....( OTBeT BBIOPaH NMOTOMY, YTO MMEHHO 3Ta ()pa3a cpeau
BCEX MePeYNCIeHHBIX OTHOCHTCS K OCYIIECTBJIEHHIO Te1e()OHHOr0 3BOHKA U MePeBOAUTCS
KakK « 51 3B0HI0 Bam 1o noBopny.....»

Bonpoc 13. BeiOepure ¢pa3y yenoBeka, KOTOPbIM moiydaeT Teae@OHHBIH 3BOHOK. YKaxuTe
IIPABUJIBHBIN OTBET U 00OCHYHTE CBOM BBIOOP.

1. Who is calling, please?

2. Could you tell him that I rang?

3. Could you ask him to call me back?
4. This is Ernesto Badia from RMW.,

Oteet: 1. Who is calling, please? .( OTBeT BbIOpaH MOTOMY, YTO HMEHHO 3Ta ¢pa3a cpeau
BCEX MepPeYnCIeHHBIX OTHOCHTCS K MOJIYYeHHIO Tesie(pOHHOTo 3BOHKA M NMEPEBOIUTCH KaK
«KTto 3BoHuT? IlpencraBbTech, NOKAIYHCTA. ....»

Bonpoc 14. [IpounTaiiTe TEKCT O TOM, KaK IPUTOTOBUTKLCS K COOECETOBAHUIO B KOMITAHUIO.
Crpouku TekcTa ( co 2- 1o 7) COAEpKUT OJJHO HEMpaBHIbHOE cloBo. Haiinure u ucnpasbTe €ro.

Before you go for the job interview, make sure that you do your
2.homework. Find out as much as you could about the company,
3.about its history, about what it does, how many people it employ,
4.and so on. During the interview, try to keeping to the point. Give
5.complete answers, but do not talk for longer than necessary.
6.Finally, remember that you can ask the interviewer question. This
7.will show that you are really interested for the opportunity.

Otget:2-can 3-employs 4-keep 5-for 6-answer 7-in

Bomnpoc 15. [lonoaHuTe NMponyleHHbIe MecTa B KPOTKHMX Juajiorax cjioBamm could/was
able to

1 A: What foreign languages can you speak?

B: I talian fluently at one time, but I've forgotten a lot.

2 A: What was your greatest achievement in your previous job?
B: Well. | reorganize the Department in a month.

3 A: What did you like about your previous job?
B: My boss really trusted me, so | use my own initiative.

4 A: So you worked in Turkey three years ago. Could you give us some
details?



B: Certainly. As a matter fact, | win a very big contract.

5 A: So how did the interview go?
B: I think. | answer all the questions!

OtsBer: 1-could 2-was able to 3-could 4-was able to 5- could

YK-5 CnocoGeH aHaIu3UpPOBATh M YYUTHIBATH pa3HOOOpa3ue KyJbTYp B
npouecce MeKKYyJIbTYPHOI0 B3aMMOAeCTBUSA

Bonpoc 16. YcraHOBUTE COOTBETCTBUE:!

A supplier

A retailer

A wholesaler

An invoice

An order

turnover

A A request by a customer for goods or services

SuawNE

b. A document sent by a seller to a customer that lists the goods sold and says how much they
cost

B. A person or company that sells a particular type of product to a customer

I'. The value of the goods or services sold during a certain period of time

1. a person or company that sells goods in large quantities to businesses

E. a company or a person that sells goods to members of the public

OrBer: 1-B2-E3-]14-b5—-A 6-T

Bomnpoc 17. YcTtaHoBUTE COOTBETCTBHE:
Credit card details
Cooling off period
Money back guarantee
Method of payment
Interest free credit
Out of stock
7. After-sales service
A. The time when you can change your mind and cancel an order
b. The name, number and expiry date on your credit card
B. The way you choose to buy the goods you want
I". When you can pay some time after you buy, but at no extra cost
JI. When the goods you require are not available
E. A promise to give your money back if you are not happy
JK.The help you get from the company when you start to use their product
OtBer:1-b 2-A3-E 4-D5-T6-117-XK

ook wndE

Bomnpoc 18. YcranoBuTe COOTBETCTBHE:
The high street
Cut- throat
A dilemma
Bricks--and-mortar
Dual pricing
A margin
To shop about
S|tuat|on in which you have to make a very difficult choice

>ﬂ@@PWNP

A.



b. To go to different shops to compare prices and quality before you buy something

B. Operating in building not in the Internet

I". The difference between the cost of buying or producing something and the price you sell it for
JI. The street in a town where you can find most shops and banks

E. Setting two different prices online and in shops for the same goods

JK.Extremely or unfairly competitive

OrBer: 1-12-/K3-A4-B5-E6-I'7-b

Bonpoc 19. Bribepute npaBuiibHOE CI0BO YTOOBI JOTOIHUTH MPEATIOKECHHIE

1. We offera to customers who buy in bulk. (refund, discount, delivery)

2. We ask customers who are not fully satisfied to goods within 7 days. (refund,
discount, return)

3. In order to have a full customers must send good in the original packaging
(refund, discount, return)

4. Goods will be within 24 hours of your order (dispatched, purchased,
exchanged)

5. Goods are kept in our until ready for the delivery (stock, storage,
warehouse)

6. Products and services offered at a large discount are generally a (an) (sail,

bargain, offer)
Otset: 1-discount 2-return 3- refund 4-dispatched 5-warehouse 6-bargain

Bonpoc 20. BctaBbTe nponymeHHoe CJI0BO
A lot of people research products and then go to the store to pick that product up.
Orteet: online

Bonpoc 21. BecraBbTe nponyiieHHoe CJ10BO
Customers on behave very differently from the customers online.
Ortger: the high street

Bonpoc 22. BctaBbTe NponmymeHHoe CJI0BO
A good website is the one that is easy to , easy to find, and easy to transact with.
OrBer: navigate

Bonpoc 23. [laiite pa3BepHyThlii oTBeT Ha Bompoc Give the reason why online shopping
makes the market extremely competitive.

Otset: Because of the internet it is easy for the customer to compare prices across a big
selection of items.

Bonpoc 24. Jlaiite pa3BepuyTblii oTBeT Ha Bonpoc Why are retailers who sell products both
online and in shops in difficult position?

Oteer: They cannot bear the cost of running a physical shop so they offer cut-throat
prices.

Bonpoc 25. JlaiiTte pa3BepHyThiii oTBeT Ha Bonpoc Why is the practice of dual pricing only a
short term solution?
OrtBer: Because the consumers become better at surfing the Internet.

Bonpoc 26. BcraBbTe npomnyiieHHOe CI0BO
We were all in agreement, so we didn’t need the deal any more.
Ortser: to discuss

Bomnpoc 27. BecraBbTe nponyiieHHOE CIOBO.



To be successful online business, first of all you need to have a good . A good one
looks professionally and is quick and easy to use.
OTtBet: website

Bonpoc 28. Ha3oBure BakHbIE NMPUHIMUIBI BEACHUS IIEPETOBOPOB ¢ OM3HEC MAPTHEPOM, CBOI
OTBET 00OCHYMHTE

1. Be friendly

2. Have clear aims

3. Tell the other side wat you want

4. Listen carefully

5. Pay attention to the other side body language
6. Don’t change your plan during the meeting
7. Never be the first to make an offer

Otsert: 1 (SI3bIK MEPeroBOpPoOB He J0JIKEH ObITH BPaKIeOHBIM —HCII0JIb30BAHHE
APY:KeJI00HO0# peun JaeT BaM 00Jiblle IAHCOB HA yCIeX.)

2 (I’IéTKI/Ie e/ BO BpeMs IIEPEroBopoB BaskKHbI, IOTOMY YTO OHHU IMMOMOIarT
COCPEIOTOYUTHLCA HA TOCTHKCHUH KEJTAEMOIr0o pedyJjabTara.

4 (AKTHBHOeE CJIyHIaHHE UTPAaeT BAKHYIO POJIb B YCHECIIHBIX IIEPeroBopax, NoTOMY 4YTO
NOMOraeT MOHATh MCTHHHbIE MOTPEOHOCTH ONIOHEHTA.)

6 (BasxHo He MEHAAITH CBOM IJIAHBI BO BpeMsl I1eperoBOpoB, OTOMY YTO HMIIPOBHU3ALUs B
TaKOM Ipolecce pUCKOBAHHA)

Bonpoc 29. IIpounTaiite onpeseneHne 1 COOTHECUTE €0 C MPABIIBHBIM CIIOBOM
A bargain, a warehouse, to dispatch, to purchase, to refund

1.something you buy cheaply or for less than the usual price

2 a large building used for storing goods

3 to send goods to a place

4 a formal word meaning to buy

5 to give someone their money back (e.g., because they are not satisfied with what they have
bought)

OrtBer: 1- A bargain 2- a warehouse 3- to dispatch 4- to purchase 5- to refund

BOl'lpOC 30. B xakom MOopAAKE HOJIZKHBI OBITH PacCIioJIOKECHbI 00s3aTeNbHBIE YaCTH ACJII0OBOT'O
nucema?
1. Common abbreviations (Re;cc, pp, Enc.)
Name and address
Main points (It’s the good idea....... )
Salutation (Dear Mr./Mrs./MS.)
Endings (yours truly, yours sencerely)
Signature (Ms. Briggite Sea, event manager)
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OTtBert: 2, 4,3,5,6,1



